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ABSTRACT 
This thesis examines the application of Contemporary 
Marketing Strategies and their impact on agricultural marketing 
firms performance in South-West Nigeria. The study was 
carried out on established conceptualised Contemporary 
Marketing practice comprising of four different approaches -
Transaction, Database, Analysis Interactive Mix and Network 
Marketing. The general objective of the study was to examine 
the application/adoption of Contemporary Marketing Strategies 
and the Performance of agricultural Marketing firms in 
Nigeria's buyer-seller relationships. Data for this research were 
obtained from both primary and secondary sources. Relevant 
published and unpublished literature provided the secondary 
data. The primary data were obtained through structured 
questionnaires (administered to sampled agricultural marketing 
firms managers involved in three major divisions of Industrial, 
Food and other Agro sectors in South-Western, Nigeria). One 
thousand one hundred and ten ( 1, 110) copies of the 
questionnaire were administered, out of which eight hundred 
and eighteen (818) were collated for the analysis, representing 
79 per cent return rate. To achieve the objectives of this study, 
four hypotheses were formulated. For the data analysis, the 
statistical test tools used included Analysis of Variance, 
Multiple Regression Analysis, and independent t-test. MS-
Excel and SPSS 15.0 computer packages. The results showed 
that there is combined contribution of Transaction Marketing 
(arms-length, Marketing mix, functional Marketing and internal 
capacity) in predicting customers' acquisition. The study also 
revealed that there is significant difference in generating 
retainership capacity as well as improved market share between 
agricultural marketing firms with high adoption of database 
marketing and those with low adoption of database marketing. 
It was also observed that agricultural marketing firms with high 
and low use of face-to-face and dyadic relationship marketing 
have significant difference in sales value and volume. The 
results equally showed that agricultural marketing firms with 
high and low penetration of network marketing have significant 
difference in market share. Based on these findings, some 
recommendations were made that before embarking on 
expensive IT and data collection projects, managers should ask 
themselves basic questions like: how does Database Marketing 
fit in with existing and future marketing plans? What are the 
specific quantitative and qualitative benefits of Database 
Marketing system that will improve marketing productivity? 
What organizational changes will be necessary to accommodate 
a Database Marketing system? These questions are intended to 
provoke a situation review, which, if appropriate, evolves into a 
plan for Database Marketing systems development. If 
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C H A P T E R  O N E  
I N T R O D U C T I O N  
1 . 1  B a c k g r o u n d  o f  t h e  S t u d y :  
T h e  i m p o r t a n c e  o f  t h e  a g r i c u l t u r a l  s e c t o r  i n  d e v e l o p e d  
a n d  s e l e c t e d  d e v e l o p i n g  e c o n o m i e s ,  i n c l u d i n g  N i g e r i a ,  
i s  g e n e r a l l y  w e l l  k n o w n .  M o s t  p u b l i c  p o l i c y  m a k e r s ,  
s i n c e  i n d e p e n d e n c e ,  e x p e c t e d  t h e  a g r i c u l t u r a l  s e c t o r  t o  
s a t i s f y  n a t i o n a l  f o o d  r e q u i r e m e n t s ,  s u p p l y  m o s t  o f  t h e  
a g r i c u l t u r a l  r a w  m a t e r i a l s  n e e d e d  b y  t h e  m a n u f a c t u r i n g  
s e c t o r ,  p r o v i d e  a d e q u a t e  e m p l o y m e n t  a n d  i n c o m e  a s  
.  
w e l l  a s  e a r n  s u b s t a n t i a l  f o r e i g n  e x c h a n g e  f o r  t h e  
c o u n t r y  ( D a r a m o l a ,  2 0 0 4 ) .  A l l  n a t i o n a l  d e v e l o p m e n t  
p l a n s  i n  N i g e r i a  s i n c e  1 9 6 2  r e c o g n i s e d  t h a t  p l a n n i n g  
c a n  b e  u s e d ,  a m o n g  o t h e r  t h i n g s ,  t o  a c h i e v e  a  h i g h e r  
g r o w t h  r a t e  f o r  t h e  e c o n o m y  a n d  a m e l i o r a t e  c e r t a i n  
s t r u c t u r a l  d e f i c i e n c i e s  i n h i b i t i v e  t o  d e v e l o p m e n t  
p r o c e s s  ( O t o k i t i ,  2 0 0 7 ) .  T h e  v a r i o u s  p o l i c i e s  a n d  
m e a s u r e s  d e s i g n e d  f o r  t h e  a c t u a l i s a t i o n  o f  t h e  
o b j e c t i v e s  i n  v a r i o u s  p l a n s ( !  s t  P l a n :  1 9 6 2 - 1 9 6 8 ;  2 n d  
P l a n :  1 9 7 0 - 1 9 7 4 ;  3 r d  P l a n : l 9 7 5 - 1 9 8 0 ; 4 t h  P l a n : 1 9 8 1 -
1 9 8 5 ,  e . t . c . )  i n c l u d e d  v a r i o u s  a t t e m p t s  a t  r a i s i n g  t h e  
l e v e l  o f  p u b l i c  s e c t o r  p a r t i c i p a t i o n  i n  t h e  A g r o - s e c t o r  
